THE JOURNAL OF CONSUMER MARKETING 


SUBJECT AND AUTHOR INDEX 


Volume 6, Numbers 1-4 
1989 


The Journai of Consumer Marketing 
108 Loma Media Road 
Santa Barbara, California 93103 


‘ 
a 
’ 


SUBJECT AND AUTHOR INDEX 


Author's Index 


Article 
Authors Number Authors 


Laurie A. Babin Patricia Kennedy 
Harold S. Becker Robert Kimball 
Ajay Bhasin Adam C. King 
Frank G. Bingham Michael S. LaTour 
Lew G. Brown Lynette M. Loomis 
Tom Buday Steven Lysonski 


Scot Burton Stephen W. McDaniel 
Stephen B. Castleberry Phillip B. Niffenegger 
Rajan Chandran Arvind Parkhe 
Randall G. Chapman Wesley E. Patton 


Charles J. Quigley 
William Copulsky 


Ellen Day Anne V.A. Resurreccion 


Roger Dickinson Kim Robertson 


Kjell as Jagdish N. Sheth 
Bonnie S. Guy Alan Singer 
Daniel W. Haines Patricia Sorce 

Paul. S. Trapp 

Philip R. Tyler 
Lynn R. Kahle John S. Wagle 
Joseph Kamen David Wilemon 
Peter F. Kaminski 


Article 
7 
70 


SUBJECT AND AUTHOR INDEX 


Subject Index 


Article 
Number 


ADVERTISING 


Representation Of The 


Elderly In Advertising: Crisis Or Inconsequence 
Volume 6, Number 1, pps. 37-44 


Fear Appeals As Advertising 


Alan J. Greco 


Michael S. LaTour 


Strategy: Should They Be Used? 


Shaker A. Zahra 


Volume 6, Number 2, pps. 61-70 


Communicating Quality To 


Volume 6, Number 3, pps. 21-28 


Perceived Social Class 


Stephen B. Castleberry 


Anne V.A. Resurreccion 


Appeals Of Branded Goods And Services 


Kjell Gronhaug 


Volume 6, Number 1, pps. 13-18 


Capitalizing On Brand Extentions 


Paul. S. Trapp 


Volume 6, Number 4, pps. 27-30 


Strategically Desirable 


Tom Buday 


Kim Robertson 


Brand Name Characteristics 
Volume 6, Number 4, pps. 61-71 


INNOVATION 


Consumer Resistance To 


Innovations: The Marketing Problem And Its Solutions 


S. Ram 
Jagdish N. Sheth 


Volume 6, Number 2, pps. 5-14 


INTERNATIONAL 
Should Smaller Firms Use 


Keffreu A. Fadiman 


Third World Methods To Enter Third World Markets: 
The Project Head As Point Man Overseas 
Volume 6, Number 4, pps. 15-26 


China’s Consumer Market: . 


Adam C. King 


How Are U.S. Products Perceived? 


Stephen W. McDaniel 


Volume 6, Number 4, pps.51-60 


. Winning By Being The... 


Daniel W. Haines 


First To Market...Or Second?... 


Rajan Chandran 


Volume 6, Number 1, pps. 63-69 


Arvind Parkhe 


| 
3 
71 


THE JOURNAL OF CONSUMER MARKETING 


. Decision-Framing Helps 


Make The Sale 
Volume 6, Number 2, pps. 15-24 


. Coping With Environmental 
Uncertainty And Boundary Spanning 


Scot Burton 
Laurie A. Babin 


Steven Lysonski 
Alan Singer 


In The Product Manager’s Role 
Volume 6, Number 2, pps. 33-44 


. A Team Approach To New 
Product Development 
Volume 6, Number 4, pps.5-14 


. Creating An Effective 
Customer Satisfaction Program 
Volume 6, Number 4, pps. 31-40 


. Developing And Using 
Scenarios-Assisting Business Decisions 
Volume 6, Number 4, pps. 41-50 


Share Of Heart: What Is 
It And How Can It Be Measured 
Volume 6, Number 1, pps. 5-12 


. Strategies For Success.... 


David Wilemon 


Frank G. Bingham 
Charles J. Quigley 


Ellen Day 


Phillip B. Niffenegger 


From The Political Marketers 
Volume 6, Number 1, pps. 45-52 


. Winning By Being The 


Daniel W. Haines 


First To Market...Or Second?....... 
Volume 6, Number 1, pps. 63-70 


Rajan Chandran 
Arvind Parkhe 


. Consumer Resistance To 
tnnovations: The Marketing Problem And Its Solutions 
Voiume 6, Number 2, pps. 5-14 


. Decision-Framing Helps 
Make The Sale 
Volume 6, Number 2, pps. 15-24 


. Soft Data-Hard Data: The 


S. Ram 


Jagdish N. Sheth 


Painful Art Of Fence-Sitting 
Volume 6, Number 2, pps. 25-32 


Explaining An Entrepreneurial Strategy For New Products 
Volume 6, Number 2, pps. 45-50 


. The Strategic And Tactical.... 


Lew G. Brown 


Implications Of Convenience In Consumer Product Marketing 
Volume 6, Number 3, pps. 13-20 


. Communicating Quality To 


Stephen B. Castleberry 


Consumers 


Anne V.A. Resurreccion 


Volume 6, Number 3, pps. 21-18 


Cina 
S. Becker 
| 
A, Babin 
72 


SUBJECT AND AUTHOR INDEX a 
Restricting Price Deals To Those Lease Likely To Buy Without Them 
Volume 6, Number 3, pps. 37-44 s 
Volume 6, Number 4, pps. 27-30 i 
Scenarios-Assisting Business Decisions 
t Volume 6, Number 4, pps. 41-50 ; 
Market Research : 
. Help Volume 6, Number 1, pps. 19-30 es. 
: Volume 6, Number 1, pps. 53-62 : 
30. Problem-Definition Randall G, Chapman 
Marketing Research Studies 
Volume 6, Number 2,pps. 51-60 
Volume 6, Number 3, pps. 5-12 a 
Volume 6, Number 3, pps. 29-36 X 
Volume 6, Number 3, pps. 45-52 “ 
Scenarios-Assisting Business Decisions 
Volume 6, Number 4, pps. 41-50 Bn 
NEW PRODUCTS 4 
Explaining An Entrepreneurial Strategy For New Products : 
: Volume 6, Number 2, pps. 45-50 
: Volume 6, Number 4, pps. 5-14 “= 
PRICING 
2 Restricting Price Deals To Those Least Likely To Buy Without Them . 
3 Volume 6, Number 3, pps. 37-44 : 
73 


THE JOURNAL OF CONSUMER MARKETING 


. Coping With Environmental Steven Lysonski 
Uncertainty And Boundary ....Alan Singer 


Volume 6, Number 2, pps. 33-44 


. Capitalizing On Brand Extentions 
Volume 6, Number 4, pps. 27-30 


Tom Buday 


40. Promotion Investments That iia Ajay Bhasin 


William A. Robinson 


Of Sales Promoticn “ianagsinent 
Volume 6, Number 3, pps. 35-76 


42. Share Of Heart: What Is....... Ellen Day 
It And How Ga It Be Mexsured 
Volume 6, Number 1, pps. 5-12 


. Perceived Social Class ... Kjell Gronhaug 
Appeals Of Branded Goods And Services sd - Paul S. Trapp 
Volume 6, Number 1, pps. 13-18 


Bonnie S. Guy 
Causes: Understanding Why People Help Wesley E. Patton 
Volume 6, Number 1, pps. 19-30 


. Representation Of The...... tihiimmnnienEasieoendeEee Alan J. Greco 
Elderly In Advertising: Crisis Or Inconsequence? 
Volume 6, Number 1, pps. 37-44 


Lynn R. Kahle 
Volume 6, Number 3, pps. 5-12 


. Lifestyles Of Older...... , Patricia Sorce 
Volume 6, Number 3, pps. 53-64 ssiodasisianenian datas Lynette M. Loomis 


. Who Is Your Satisfied Nessim Hanna 


‘ John S. Wagle 
Volume 6, Number 1, pps. 53-62 


. Communicating Quality To Stephen B. Castleberry 
Consumers Anne V.A. Resurreccion 
Volume 6, Number 3, pps. 21-28 


Craig Cina 
Customer Satisfaction Program 
Volume 6, Number 4, pps. 31-40 


Product Management 
| 
4 
PROMOTION 
a 
SEGMENTATION 
| 
45 
| 
Service 
| 
4 74 


51. 


52. 


53. 


54. 


Strategies For Success....... 


SUBJECT AND AUTHOR INDEX 


Strategy 


From The Political Marketers 
Volume 6, Number 1, pps. 45-52 


Winning By Being The............. 


Phillip B. Niffenegger 


Daniel W. Haines 


First To Market...Or Second? ..... 
Volume 6, Number 1, pps. 61-70 


Fear Appeals As Advertising 


Rajan Chandran 
Arvind Parkhe 


Michael S. LaTour 


Strategy: Should They Be Used 


Volume 6, Number 2, pps. 61-70 


The Strategic And Tactical............... 
Implications Of Convenience In Consumer Product Marketing 


Volume 6, Number 3, pps. 13-20 


Shaker A. Zahra 


Lew G. Brown 


75 


fy 
4 
wee 
4 
4 


41 
| 
5 
2 
a 
: 


daa 


adaassi 


14 


2 || 


